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SETTING UP YOUR CALENDAR FOR SALES CALLS

Scheduling your sales calls lets you achieve a smooth-as-honey sales process. With a
sales-call calendar, you’ll be well placed to prioritize the most important sales activities
and the best times for reaching out to prospects and leads.  All up, this will go a long
way to helping you win more clients, close more deals and BAM! Pave the way for
your success. In this resource, you’ll �nd hot and fast tips on setting up your
sales call calendar.

WHAT YOU SHOULD DO:
 1. Take a look at your income sheet
 2. Figure out the average amount of sales commission you receive
 3. Specify how much money you want to make
 4. Determine the number of hours you’re going to work
 5. Segment triage and sales calls

A smart way to go is to batch sales calls in groups of two with a break in between.
Stack one, then stack another, and you’re good to go!  Also put yourself in a position
where you’re able to maximize the amount of sales calls  you do in time slots wher
people are going to show up.

SO WHEN SHOULD YOU AVOID DOING SALES CALLS?
    Monday morning is a no-no
    And so is Friday afternoon
    Depending on your market, weekends might not work either

Having taken this into account, make sure you prioritize sales calls over nearly
everything else you do in your work day. The point is, you want to make sure you
can physically do enough sales calls to hit your income goal and be successful.

WHAT YOU SHOULD DO:
    1. Block out chunks of time to have plenty of mornings, afternoons,
        and evenings available

     2. Don’t keep everything open because else  I’ll lose control over my actual calendar

     3. Have blocks of triage - and blocks of sales calls.  This way it makes sense �tting it all in.

When I review my calendar, I now have a clearer view of how much time I have available.
This may be really simple, but it makes a big difference. And it will signi�cantly change the
�ow and productivity of your  processes. 

A lot of people just open their calendar up for open slather. Just so you know, it’s not
the way to maximize your time and will also make you feel like you can’t do anything.
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SIT DOWN AND ASK YOURSELF THESE QUESTIONS:
 1. When should I start doing my tasks?
 2. When should I �nish my work?
 3. Do I still have time to do other chores?

     Here’s another piece of advice I want you to remember: Only keep your calendar
     open at the speci�c times you want it to be open.!

     In doing so, you can actually do things outside of your work, be it going to the gym,
     seeing your spouse for lunch, or just chilling. 

     When you do the math, it will be like, “I’ve opened up enough space to be able
     to handle 20 sales calls a week, and that’s going to be enough to have 15 turned up.
     And then from that, I can sell 10. So, that’s 10 sales per week at $1,000, making it
     $10,000 a week.”

     So go through your calendar and make sure you have enough space open if you
     want to do other activities for your development.

     You can also put those tasks in there but mark them as ‘free’ so that you can put
     sales calls in over the top.  Moreover, it prevents you from limiting your calendar space.

SCHEDULING MATTERS
So, now that you know how to set up your calendar, you’re ready to map out your
blocks of triage and sales calls too.

As with any aspect of your personal life, planning your sales calls is crucial for your
personal success and that of your business. Setting the time to accomplish tasks also
gives you the opportunity to have more time for yourself, your family and friends. 
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Transform Your Sales Team,
Increase Revenue and Consistently

Hit Quotas with 7th Level

It’s time to consistently predict and exceed revenue goals. It’s

satisfaction and performance. It’s time to drop the Old Model of
Selling and embrace the New. Don’t let the competition pass you by.

BOOK YOUR DEMO NOW

Hiring an in-person sales trainer is costly and largely

and lasting results in your sales team’s performance.

Book a demo with one of our account executives
today to receive a personalized tour of our platform.

https://7thlevelhq.com/book-demo/


